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The  photograph  of  a  college  girl  on  the  cover  this  month  was  especially  posed  for 
UEF  NEWS  and  was  taken  by  George  Douglas  of  R.  I.  Nesmith  &  Associates. 


^^NLY  a  few  generations  ago  eco¬ 
nomic  crises  were  caused  in  many 
instances  by  insufficient  production. 

Men  experienced  want  because  they 
couldn’t  turn  out  enough  goods  to  sat¬ 
isfy  their  combined  needs.  Science 
solved  this  problem  by  discovering  im¬ 
proved  industrial  and  agricultural  meth¬ 
ods.  The  invention  of  better  machines 
and  fertilizers,  the  devising  of  new  tech¬ 
niques  and  formulas  made  it  possible  to 
produce  enough  so  no  one  should  lack 
food  or  material  comforts. 

But  economic  disturbances  did  not 
disappear.  It  was  necessary  to  learn 
how  to  distribute  the  larger  output  effi¬ 
ciently.  The  first  problem  was  the  more 
difficult.  But  it  was  solved.  Certainly 
the  problem  of  distribution  also  will  be 
solved. 

Industry  today  can  produce  in  vast 
quantity.  The  question  is  to  get  its  prod¬ 
ucts  into  the  hands  of  everyone  so  the 
whole  world  may  enjoy  higher  living 
standards. 

The  salesman  stands  in  the  front 
ranks  of  the  attack  on  this  problem. 
Never  has  his  function  been  so  impor¬ 
tant  in  the  business  world. 

In  an  organization  like  Underwood 
Elliott  Fisher,  the  salesman  has  not 
only  great  opportunity  but  great  re¬ 
sponsibility.  As  a  member  of  a  far-flung 
sales  family  he  can  contribute  much 
toward  a  solution  of  the  vital  problem 
of  efficient  merchandising. 


JANUARY 
193  4 


Mi 


Lue^ 


WE  00  OUR  PART 


A  SKED  for  his 
**  opinion  con¬ 
cerning  business 
prospects  in  1934, 

M.  S.  Eylar,  vice 
president  in  charge 
of  sales,  has  given  a 
message  to  the  UEF 
organization  which 
carries  a  convincing 
tone  of  conservative 
optimism. 

His  statement  is 
encouraging  and,  at 
the  same  time,  real¬ 
istic.  Mr.  Eylar  has 
not  based  his  re¬ 
marks  on  a  “wish 
projection”,  but 
rather  on  a  sober 
and  considered  ap¬ 
praisal  of  facts.  His  message  follows: 

“There  is  every  indication  in  my  opin¬ 
ion  that  1934  will  be  a  much  better  year 
than  1933. 

“Of  course,  when  it  comes  to  fore¬ 
telling  the  future,  it  is  anybody’s  guess. 
Some  of  my  friends  do  not  hesitate  to 
predict  that  in  1934  prosperity  will 
reach  a  greater  height  than  ever  before 
in  this  country.  On  the  other  hand, 
some  of  my  more  pessimistic  friends 
are  sure  things  will  not  be  so  rosy.  I 
believe  we  shall  find  actual  conditions 
somewhere  between  these  extremes. 

“The  fact  that  Underwood  Elliott 
Fisher  has  embarked  on  the  largest  ad¬ 
vertising  campaign  in  the  history  of  the 
company — both  radio  and  publication, 
and  that  we  are  perfecting  our  sales 
organization  both  in  quality  and  quan¬ 
tity,  indicates  we  are  preparing  to  take 
care  of  a  larger  business  volume  and 
confidently  expect  it. 

“When  I  say  ‘quantity’  of  sales  or¬ 
ganization,  I  mean  every  territory  will 
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Finds  Cause  for  Optimism 
and  Wishes 

THE  UEF  FAMILY 

A  Happy  New  Year 

be  filled.  And  when  I  say  ‘quality’,  I 
mean  the  territories  will  be  filled  by 
men  who  know  their  product  in  every 
detail  and  who  are  inspired  with  the 
necessary  enthusiasm  to  present  it  prop¬ 
erly  to  all  possible  customers. 

“This  latter  condition,  of  course,  in¬ 
volves  careful  training  of  salesmen,  par¬ 
ticularly  in  the  accounting  machine  and 
adding  machine  divisions.  As  far  as  the 


typewriter  division 
is  concerned,  it  re¬ 
quires  expert  sales¬ 
men  with  unusual 
personality  and  un¬ 
usual  energy  but 
not  necessarily  so 
much  technical 
knowledge.  How¬ 
ever,  the  typewriter 
salesman  who  knows 
his  machine  me¬ 
chanically  and  from 
the  application 
standpoint  has  an 
advantage  over  the 
man  who  lacks  this 
knowledge. 

“As  usual,  busi¬ 
ness  will  go  in  1934 
to  the  man  who  goes 
after  it  hard  enough.  Those  who  work 
hardest  and  most  intelligently  will  be 
the  lucky  ones. 

“The  changes  which  have  occurred 
recently  and  still  are  occurring  in  the 
economic  situation  require  better  and 
more  thorough  work  on  the  part  of 
salesmen  than  in  the  past.  But  there 
will  not  be  anything  new  in  selling;  it 
will  he  the  same  old  story  of  showing 
the  prospect  that  by  using  your  ma¬ 
chine  he  will  he  able  to  produce  better 
results  more  economically.  The  profit 
incentive  still  will  be  the  controlling 
one,  directly  or  indirectly. 

“There  is  every  reason  why  each  Un¬ 
derwood  Elliott  Fisher  salesman  should 
look  forward  to  the  year  1934  as  the 
best  year  in  his  life. 

“To  every  one  of  you  in  the  field  I 
send  a  sincere  personal  wish  that  you 
may  reach  this  goal  and  that  you  may 
have  a  full  measure  of  personal  pros¬ 
perity  and  contentment  during  the  en¬ 
tire  year.” 
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MANAGERS  MEET 

|f  District  heads  hold  annual  conference 
with  executives  in  New  York.  Business 
improvement  noted. 

A  HIGHLY  successful  district  man- 
agers'  annual  conference  was  held 
in  New  York  the  week  of  December  4. 

Managers  of  the  six  UEF  districts 
outside  of  New  York  arrived  in  the  city 
from  their  homes  on  the  Sunday  before 
the  meeting.  At  10  a.m.  the  next  morn¬ 
ing  they,  and  the  three  New  York 
managers,  met  with  executives  and  de¬ 
partment  heads  of  the  general  office  for 
the  first  of  the  conference  sessions  in 
the  company  board  room.  Vice  Presi¬ 
dent  Eylar  presided  as  chairman. 

The  district  managers  reported  splen¬ 
did  morale  in  the  field.  They  also  ex¬ 
pressed  gratification  at  the  spirit  and 
enthusiasm  apparent  in  the  home  office. 

Meetings  were  held  daily  during  the 
week  that  the  district  managers  were  in 
New  York,  and  policies  for  the  coming 
year  were  discussed  and  approved.  Sug¬ 
gestions  made  by  the  district  managers 
were  incorporated  in  the  minutes  of  the 
conferences.  These  will  be  studied  by 
the  executives  of  the  company  during 
the  next  few  months  and,  wherever 
practicable,  will  be  formulated  as  gen¬ 
eral  policies. 

Two  resolutions  adopted  at  the  con¬ 
ference  were  especially  noteworthy. 

The  first  was — “It  is  the  unanimous 
opinion  of  the  district  managers  that 
business  conditions  are  definitely  better 
in  all  districts  at  the  present  time,  and 
that  we  may  look  forward  to  1934  for 
an  increase  in  business  in  all  divisions.” 
The  second  was — “The  district  man- 


Jolin  H.  O'Neil  made  an  Underwood  Port¬ 
able  sale  at  the  W'hite  House. 
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agers  unanimously  extend  a  vote  of 
thanks  to  the  management  of  the  com¬ 
pany  for  the  present  advertising  pro¬ 
gram  and  pledge  100  per  cent  co-oper¬ 
ation  through  increased  business.” 

The  managers  made  their  head¬ 
quarters  at  the  Commodore  Hotel,  three 
blocks  from  the  company’s  offices  on 
Madison  Avenue.  Their  suite  of  rooms 
on  the  15th  floor  was  the  scene  of  sev¬ 
eral  informal  business  and  social  gath¬ 
erings  after  the  regular  business  ses¬ 
sions.  The  managers  kept  “open 
house,”  and  were  visited  each  evening 
by  various  company  executives. 

The  conference  ended  on  a  very  defi¬ 
nite  tone  of  confidence  and  good  spirit. 

Those  attending  the  meeting  were 
Mr.  Eylar,  chairman;  President  P.  D. 
Wagoner,  Comptroller  E.  R.  Baines, 
Secretary  C.  S.  Duncan,  Assistant  to  the 
President  C.  R.  Strohm,  Vice  President 
L.  E.  Lentz,  General  Sales  Manager  F. 
F.  Wright,  Assistant  General  Sales 
Manager  M.  A.  Seely,  Sales  Manager 
E.  W.  Curtis,  Jr.,  of  the  supply  division; 
Sales  Manager  F.  A.  Robinson,  of  the 
accounting  machine  division;  Sales 
Manager  H.  J.  Crewdson,  of  the  type¬ 
writer  division;  Sales  Manager  W.  F. 
Arnold,  of  the  adding  machine  division ; 
District  Manager  C.  L.  Minton,  of  the 
Atlantic  district;  District  Manager 
George  Crouch,  of  the  New  York  type¬ 
writer  division;  District  Manager  F.  A. 
Greis,  of  the  New  York  accounting  ma¬ 
chine  division;  Manager  M.  H.  Pad- 
dock,  Jr.,  of  the  New  York  adding  ma¬ 
chine  division;  District  Manager  F.  L. 
Benedict,  of  the  Eastern  district;  Dis¬ 
trict  Manager  C.  H.  Bolton,  of  the 
Central  district;  District  Manager  R.  B. 
Buswell,  of  the  Western  district;  Dis¬ 
trict  Manager  W.  M.  Coffman,  of  the 
Pacific  district,  and  District  Manager 
L.  Y.  Hagan,  of  the  Southern  district. 

General  Office  Employes 
Hold  Christmas  Party 

MPLOTES  of  the  company’s  office  at 
342  Madison  Avenue,  New  York, 
joined  in  giving  a  Yuletide  party  on 
the  Saturday  afternoon  preceding  the 
holiday. 

Christmas  trees  were  erected  in  the 
office  service  and  general  sales  depart¬ 
ments  and  were  decorated  and  strung 
with  colored  lights  by  volunteer  work¬ 
ers. 

Gifts  were  exchanged  through  a  grab- 
bag  system  by  which  each  employe  had 
drawn  the  name  of  another  employe, 
typed  on  a  small  slip  of  paper,  from  a 
box.  The  gifts  were  grouped  around 
the  trees  and  were  distributed  after  the 
day  s  work  was  done.  In  the  general 
sales  department,  H.  J.  Crewdson,  type¬ 
writer  sales  manager,  donated  the  tree 
and  a  large  box  of  chocolates. 


ROOSEVELT  GIFT 

|[  Mrs.  Franklin  D.  Roosevelt  buys  Un¬ 
derwood  Portable  from  Salesman  John 
H.  O’Neil. 

A  RIPPLE  of  excitement  ran  through 
the  Washington,  D.  C.,  branch  two 
weeks  before  Christmas  when  a  tele¬ 
phone  call  was  received  from  a  mem¬ 
ber  of  the  White  House  staff  who  asked 
that  an  Underwood  Portable  be  sent  to 
the  executive  mansion  for  demonstra¬ 
tion. 

Salesman  John  H.  O’Neil  of  the 
Washington  office  took  the  machine  to 
the  White  House  and  after  a  short  wait 
was  ushered  into  the  presence  of  the 
nation’s  First  Lady. 

Mrs.  Roosevelt  at  the  time  was  in  the 
midst  of  preparations  to  entertain  mem¬ 
bers  of  the  Gridiron  Club  at  a  dinner 
to  be  given  that  evening.  With  her  cus¬ 
tomary  graciousness,  however,  she 
granted  Mr.  O’Neil  half  an  hour  to 
explain  the  merits  of  the  Underwood 
machine. 

At  the  end  of  the  interview  Mrs. 
Roosevelt  bought  the  typewriter,  ex¬ 
plaining  that  she  intended  to  give  it  to 
a  friend  as  a  Christmas  gift. 

Because  of  the  pressure  of  affairs, 
President  and  Mrs.  Roosevelt,  of  course, 
very  rarely  see  salesmen,  and  it  is  ex¬ 
tremely  unusual  that  a  representative 
of  a  commercial  firm  is  able  to  talk  to 
either  of  them  directly.  Mr.  O’Neil 
and  other  members  of  the  Washington 
branch  therefore  derived  an  unusual 
amount  of  satisfaction  from  the  sale  of 
this  particular  Underwood  Portable. 

The  First  Lady  of  the  Land  is  shown  below 
in  an  official  portrait  study.  She  chose  an 
Underwood  typewriter  as  a  Christmas  gift. 
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night,  Mr.  Song  using  his  machine 
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Impressed  By  Marvels  Of  Mechanical  Writing,  Keith  C.  Sonj 
Devises  Keyboard  For  Oriental  Language  And  Departs  For  Fai 
East  To  Display  Underwood  Advantages  To  His  Countrymen 


A  N  invention  of  a  33-year-old  Korean, 
'  *  as  embodied  in  a  machine  manu¬ 
factured  by  the  Underwood  Elliott 
Fisher  Co.,  contains  the  possibilities  of 
effecting  far-reaching  changes  in  the 
commercial  and  social  life  of  many 
millions  of  people. 

The  invention  is  a  typewriter  key¬ 
board  of  Korean  characters.  The  in¬ 
ventor  is  Keith  C.  Song. 

Mr.  Song  is  a  native  of  Seoul,  Korea, 
and  received  his  first  English  education 
in  Chosen  Christian  college  in  that 
country. 

In  his  homeland  he  saw  a  few  type¬ 
writers  and  some  newspapers,  but  when* 
he  came  to  the  United  States  as  a  youth 
of  25,  he  was  struck  by  the  tremendous 
importance  which  the  printed  word  has 
in  Occidental  culture. 

His  mind  was  particularly  impressed 
by  the  small  characters  in  our  typed 
and  printed  matter  and  by  the  fact  that 
a  staggering  number  of  words  appeared 
on  a  single  page  of  the  newspapers 
which  were  issued  by  the  hundreds  of 
thousands  daily. 

Fired  with  curiosity  concerning  this 
marvel,  he  determined  to  learn  more 
about  the  machines  that  made  it  pos¬ 
sible. 

Later,  after  receiving  a  degree  at  Sam 
Houston  college,  in  Texas,  and  studying 
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at  the  University  of  Chicago,  he  decided 
to  bring  the  advantages  of  the  type¬ 
writer  to  his  own  people. 

This  was  a  tremendously  difficult 
problem.  In  the  first  place,  the  Korean 
language  is  not  written  horizontally  and 
from  left  to  right,  but  vertically  and 
from  right  to  left.  Also,  although  there 
are  hut  24  letters  in  the  Korean  alpha¬ 
bet,  the  position  of  letters  in  relation  to 
one  another  varies  in  different  words,  so 
that  it  is  necessary,  in  some  instances, 
to  have  two  or  three  keys  for  a  single 
letter. 

Individual  letters  in  a  Korean  word 
do  not  follow  one  another  in  a  straight 
line  but  are  grouped  in  a  design.  Mr. 
Song  realized  that  unless  a  typewriter 
could  be  made  to  group  the  letters  as 
artistically  as  they  are  grouped  in  Ko¬ 
rean  hand-cut  type,  his  countrymen 
would  not  buy  the  machine.  An  expert 
draughtsman,  he  set  to  work  and  with¬ 
out  aid  designed  the  type-face  to  be 
used  in  the  Korean  typewriter. 

Since  the  founder  of  the  Chosen 
Christian  college  was  a  brother  of  John 
T.  Underwood,  former  president  of  the 
Underwood  Typewriter  Co.,  Mr.  Song 
brought  his  invention  to  the  Underwood 
Elliott  Fisher  Co.,  where  its  merits  were 
immediately  recognized. 

The  company  made  a  machine  for 


Mr.  Song,  and  in  December  the  young 
inventor  left  New  York  for  Korea,  tak¬ 
ing  the  typewriter  with  him.  He  will 
display  it  en  route  to  Koreans  in  cities 
in  the  United  States,  Hawaii,  the  Phil¬ 
ippines,  Japan,  China  and  Korea. 

The  machine  is  the  size  of  an  Under¬ 
wood  Portable  and  has  42  keys  for  the 
24  Korean  letters.  There  are  no  capi¬ 
tals,  although  there  is  a  shift  mechan¬ 
ism.  The  carriage  does  not  move  when 
a  key  is  struck  but  only  when  the  space¬ 
bar  is  depressed.  Thus  it  is  possible  to 
group  several  letters  in  one  spot  on  the 
paper. 

Typing  is  done  from  left  to  right 
across  the  paper,  with  successive  lines 
following  one  another  from  top  to  bot¬ 
tom.  When  the  typed  matter  is  read, 
however,  the  paper  is  turned  to  bring 
the  left  edge  uppermost. 

Mr.  Song,  shy,  smiling,  enthusiastic, 
intends  to  instruct  Koreans  in  the  use 
of  the  machine  and  expects  to  find  a 
large  market  for  it  among  his  country¬ 
men  and  among  Christian  missionaries 
in  Korea. 

After  eight  years  in  the  United  States 
he  will  again  take  up  residence  in  his 
homeland  and  will  be  an  exclusive  rep¬ 
resentative  of  the  Underwood  Elliott 
Fisher  Co.  for  the  sale  of  the  Korean 
machines. 
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A,  15-T  EAR  period  of  government 
prohibition  of  the  use  of  alcoholic 
beverages  was  ended  Dec.  5,  1933. 

The  18th  Amendment,  rendered  in¬ 
operative  on  that  date,  had  been  the 
subject  of  more  controversy  and  par¬ 
tisan  feeling  than  probably  any  law 
enacted  in  the  history  of  the  nation. 

Repercussions  of  its  repeal  were  im¬ 
mediate  and  pronounced.  The  effects 
on  business  have  been  equalled  only  by 
the  intensity  of  public  interest  in  this 
change  in  our  laws. 

There  probably  is  not  a  newspaper 
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or  popular  magazine  in  the  country 
which  did  not  devote  prominent  edito¬ 
rial  space  to  a  consideration  of  some 
aspect  of  repeal.  The  publicity  con¬ 
nected  with  this  legislative  act  was  tre¬ 
mendous.  Business  proprietors  scram¬ 
bled  for  liquor  licenses  of  all  kinds. 
Legislatures  rushed  through  tax  bills. 
Stores  were  leased — dealers  appointed 
— advertisements  contracted  for. 

There  was  a  turmoil  of  activity — and 
this  in  turn  spelled,  and  is  continuing 
to  spell,  opportunity  for  the  sale  of 
Underwood  Elliott  Fisher  products. 


There  is,  at  this  minute,  a  great 
boom  going  on  in  the  production  and 
distribution  of  wines  and  spiritous  li¬ 
quors.  Every  UEF  salesman  should  take 
the  utmost  advantage  of  it. 

Where  can  our  machines  be  used  in 
this  newly  revived  industry? 

First,  there  are  the  manufacturing 
units— wineries  and  distilleries.  These 
are  of  different  types.  There  is  the  plant 
which  is  controlled  by  a  distributing 
company  that  buys  its  entire  output. 
Obviously  a  plant  of  this  sort  does  not 
have  as  great  an  accounting  problem 

U  E  F  NEWS 


ACCOUNTING  MACHINE  SALES 


on  the  sales  side  as  one  with  many 
customers.  It  must,  however,  maintain 
accurate  records  to  control  liabilities 
incurred  for  the  purchase  of  cereals, 
bottles,  corks,  caps,  boxes  and  numer¬ 
ous  other  supplies,  not  to  overlook  pay¬ 
rolls,  power  and  light,  advertising,  in¬ 
surance  and  the  many  other  direct  and 
indirect  expenses  incident  to  the  oper¬ 
ation  of  an  industrial  concern. 

In  addition  to  these  items,  the  dis¬ 
tillery  or  winery  selling  to  wholesale 
distributors  and  direct  to  retailers  is, 
of  course,  confronted  with  the  burden¬ 
some  work  of  posting  hundreds  of  or 
even  thousands  of  customer  accounts. 

Next  in  the  list  of  potential  custo¬ 
mers  for  accounting  equipment  are 
wholesale  distributors.  Hardly  a  day 
passes  in  the  larger  cities  that  news¬ 
papers  do  not  carry  announcements  of 
the  appointment  of  new  local  distribu¬ 
tors  for  various  brands  of  liquors.  Such 
announcements  should  be  followed  up 
by  UEF  salesmen. 

Numerous  importing  corporations 
have  been  formed  since  repeal  to  bring 
whiskies,  gins,  liqueurs  and  wines  from 
abroad  to  the  United  States.  Besides 
keeping  the  usual  business  records, 
such  firms  also  have  the  problem  of 
accounting  for  duties  paid. 

Retailers  offer  a  great  variety  of  op¬ 
portunities  for  sale  of  our  products. 
The  list  includes  retail  liquor  stores 
selling  beverages  by  the  bottle  for  con¬ 
sumption  off  the  premises;  bars,  cafes 
and  cabarets  selling  drinks  by  the 
glass,  and  restaurants,  hotels,  clubs  and 
many  other  sorts  of  establishments. 

Another  field  which  should  offer  ex¬ 
ceptional  openings  for  the  salesman 
intent  on  getting  his  share  of  repeal 
business  is  to  be  found  in  the  large 
number  of  governmental  agencies  set 
up  to  levy  and  collect  taxes  on  liquor 
and  to  issue  licenses  to  manufacturers 
and  distributors. 

One  of  the  principal  factors  leading 
to  repeal  was  the  need  for  increased 
tax  revenues.  Federal,  state  and  local 
governments  are  now  deriving,  or  are 
planning  soon  to  derive,  income  from 
the  liquor  industry.  A  great  many  fig¬ 
ures  and  statistics  will  have  to  be  com¬ 
piled.  Underwood  Elliott  Fisher  ac¬ 
counting  machines  should  be  the  answer 
to  this  situation. 

It  should  be  apparent  to  any  sales¬ 
man  who  looks  around  him  that  the 
potential  business  incident  to  repeal  is 
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not  a  figment  of  the  imagination  but  a 
present  and  actual  condition.  As  this 
story  was  being  written,  an  inspection 
of  two  newspapers  showed  269  inches 
(approximately  13  columns)  of  liquor 
advertisements  in  a  morning  paper  and 
318  inches  (approximately  15  columns) 
of  similar  advertisements  in  an  evening 
paper.  This  does  not  include  advertise¬ 
ments  of  hotels  and  cafes  featuring  the 
serving  of  liquor.  A  walk  through  the 
streets  shows  retail  liquor  stores  crowd¬ 
ed  with  customers.  An  inquiry  among 
hotel  managers  reveals  that  their  estab¬ 
lishments  are  more  active  than  in  years. 
All  this  is  convincing  proof  that  there 
is  business  for  the  men  who  are  alive 
to  the  opportunity. 

As  a  first  step  toward  obtaining  this 
business  a  routine  should  be  estab¬ 
lished  for  learning  promptly  of  the 
opening  of  new  wholesale  houses  or 
retail  liquor  stores  and  of  distilleries 
and  wineries.  Newspapers,  license  bu¬ 
reaus  and  similar  sources  should  be 
utilized  for  this  purpose. 

Then  the  salesman  should  make  a 
personal  contact  with  an  official  who 
can  authorize  adoption  of  our  equip¬ 
ment.  There  is  no  use  discussing  the 
matter  with  employees  who  are  not  in 
executive  positions. 

Next  an  actual  survey  should  be  made 
of  the  individual  accounting  require¬ 
ments  of  each  firm.  On  the  facts  ob¬ 
tained  from  such  a  survey  a  specific  sol¬ 
ution  of  the  problems  involved  and 
definite  recommendations  can  be  made. 

A  salesman  who  fol¬ 
lows  this  procedure 
is  certain  to  com¬ 
mand  the  attention 
of  his  prospect. 

Repeal  should  be 
a  bonanza  for  UEF 
salesmen. 

The  way  in  which 
you  capitalize  this 
golden  opportunity 
depends  entirely 
upon  the  amount  of 
constructive  sales 
effort  that  you  in¬ 
vest  in  your  terri¬ 
tory. 

The  extent  of  this 
opportunity  is  indi¬ 
cated  by  the  follow¬ 
ing  list  of  a  few  of 
the  sales  made  in 
the  first  days  after 
repeal: — 


Liquor  Control  Division  of  the  State 
of  California,  three  Elliott-Fisher  auto¬ 
matic  feed  machines  for  writing  li¬ 
censes. 

National  Distillers  Co.,  Milwaukee, 
Wis.,  Underwood  Fanfold  machine  for 
writing  purchase  orders. 

Penn-Maryland,  Inc.,  distillery,  El¬ 
liott  Fisher  Simplex  accounting  ma¬ 
chine  for  combined  bills  and  orders. 

Shenley  Products  Co.,  Cincinnati,  0., 
Elliott  Fisher  automatic  electric  double 
crossfooting  Universal  machine  for  ac¬ 
counts  receivable. 

Frankfort  Distillery,  Inc.,  Louisville, 
Ry.,  model  214  Underwood  accounting 
machine  for  accounts  receivable. 

Distillers’  &  Brewers’  Products  Corp., 
N.  Y.,  Elliott  Fisher  machine  for  in¬ 
voicing. 

B.  B.  Dorf  Co.,  Inc.,  N.  Y.,  whole¬ 
salers  and  importers,  Elliott  Fisher  Sim¬ 
plex  automatic  feed  machine  for  billing. 

F.  H.  Jackman,  Boston,  liquor  re¬ 
tailer,  Elliott  Fisher  automatic  feed  ma¬ 
chine  for  billing. 

Oscar  Nelson  Co.,  Chicago,  wholesale 
liquor  distributor,  Elliott  Fisher  writing 
machine  for  invoicing. 
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USES  UNDERWOOD  MACHINES 


Noiseless  Typewriters  Bring  Quiet  And  Increased  Efficiency 


To  Financial  Institution 


W  ORE  than  17  years  ago  the  United 
*  *  *  States  Congress  passed  legislation 
establishing  the  Federal  Farm  Loan 
system  to  meet  credit  requirements  of 
the  farmers  of  the  nation. 

Prior  to  this  Act,  no  system  for  ex¬ 
tending  agricultural  credit  was  pro¬ 
vided  by  either  the  state  or  federal 
governments.  Farmers  financed  their 
operations  chiefly  through  local  banks 
which,  frequently,  were  small  institu¬ 
tions  and  were  incapable  of  meeting 
extraordinary  demands. 

By  the  government’s  plan  a  system 
of  farm  mortgage  banking  has  been 
organized,  under  government  supervi¬ 
sion,  to  provide  long-term  credits  for 
farmers  and  to  obtain  an  adequate  sup¬ 
ply  of  capital  for  financing  these  cred¬ 
its.  The  latter  aim  has  been  achieved 
through  issuance  of  bonds  secured  by 
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well  selected  mortgages  on  agricultural 
land. 

Two  financial  channels  through  which 
credit  can  flow  to  the  farmers  have 
been  created.  The  first  is  the  Federal 
Land  Bank  system,  and  the  second  the 
joint-stock  land  bank  system. 

The  Federal  Land  Banks  are  under 
control  of  the  Farm  Credit  Administra¬ 
tion,  composed  of  the  Governor  and 
four  Commissioners  appointed  by  the 
President.  Loans  are  made  to  farmers 
not  directly  by  the  banks  but  by  na¬ 
tional  farm  loan  associations,  co-oper¬ 
ating  with  the  banks. 

The  nation  is  divided  geographically 
into  12  districts,  in  each  of  which  there 
is  a  Federal  Land  bank.  Cities  in  which 
the  banks  are  located  were  carefully 
selected,  with  consideration  being  given 
to  such  factors  as  nearness  to  the  geo¬ 


graphical  center  of  the  district  served, 
transportation  facilities  and  congenial 
and  healthful  environment  for  the  bank 
personnels. 

The  first  district  comprises  New  York, 
New  Jersey  and  all  of  New  England 
and  is  served  by  the  Federal  Land  Bank 
of  Springfield,  Mass.  This  bank,  as 
well  as  the  Federal  Intermediate  Credit 
Bank  and  the  office  of  the  Federal  Farm 
Loan  Commissioner’s  Agent,  is  housed 
in  a  beautiful  and  dignified  colonial 
structure  on  State  Street  in  Springfield, 
near  the  spacious  grounds  and  building 
of  the  United  States  Armory. 

What  was  originally  expected  to  be 
commodious  quarters  for  many  years  to 
come  has  proven  to  be  now  barely  ade¬ 
quate,  and  every  square  foot  of  space 
in  the  four  floors  of  the  building  and 
in  a  three-story  annex  is  utilized. 
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MAKING  OUR  RIBBONS 

and  carbon  paper 

Continual  Research  Maintains  Underwood  Supremacy 

By  E.  W,  Curtis,  Jr, 


1  he  government’s  war  on  depression 
recently,  in  particular,  has  increased 
greatly  the  activities  of  this  institution. 
More  than  ever  there  has  been  need  of 
efficiency  and  speed. 

It  is  not  surprising,  therefore,  that 
this  bank  should  be  Underwood  equip¬ 
ped. 

Owing  to  acoustic  properties  of  the 
bank  building,  there  were  early  indica¬ 
tions  that  noiseless  typewriters  would 
be  a  necessity,  and  three  years  ago  10 
Underwood  Noiseless  machines  were 
purchased. 

Since  then,  the  use  of  our  products 
has  increased  consistently  and  the  bank 
has  practically  standardized  on  Under¬ 
woods.  There  are  at  present  150  Under¬ 
wood  Noiseless  machines  in  use. 

This  equipment  is  used  in  all  depart¬ 
ments  for  secretarial,  card  indexing, 
manifolding,  stencil  and  statistical 
work. 

During  the  past  year  activities  of  the 
institution  have  increased  three-fold. 
Applications  for  loans  during  1933  to¬ 
taled  more  than  $40,000,000,  and  clos¬ 
ings  ran  approximately  $2,000,000 
monthly  in  November  and  December. 

Visitors  are  astonished  to  enter  this 
beehive  of  activity  and  to  see  officials 
carrying  on  telephone  conversations  or 
conferences,  or  concentrating  on  their 
work,  with  almost  a  complete  absence 
of  mechanical  noise. 

Officers  of  the  Springfield  Federal 
Land  bank  are  Edward  H.  Thomson, 
president;  Macdonald  G.  Newcomb, 
vice-president  and  treasurer;  Harold 
P.  Perkins,  secretary,  and  Hazen  R. 
Ober,  comptroller. 

The  account  is  handled  for  our  com¬ 
pany  by  R.  E.  Ward,  Springfield  branch 
manager,  and  Salesman  D.  H.  Hems- 
worth. 


R.  E.  Ward,  right,  and  D.  H.  Hems- 
worth  on  the  steps  of  the  Federal  Land 
Bank  in  Springfield,  Mass. 


D  ESEARCH  is  the  guardian  of  Un¬ 
derwood  Elliott  Fisher  supremacy 
in  the  ribbon  and  carbon  paper  field. 

In  the  research  department  of  our 
Burlington,  N.  J.,  factory,  research  ac¬ 
tivity  never  ceases.  Tests  of  all  kinds 
are  continually  be¬ 
ing  carried  on.  Raw 
materials  from 
every  part  of  the 
world  are  constant¬ 
ly  being  sampled 
and  their  qualities 
measured.  Experi¬ 
ments  are  being 
made  daily  to  dis¬ 
cover  new  formulae. 

There  is  a  never 
ending  search  for 
improvement,  and  it 
is  this  striving  for 
the  best  that  ena¬ 
bles  the  Underwood 
Elliott  Fisher  Co. 
to  maintain  a  para¬ 
mount  position  in 
the  industry. 

Research  in  the 
Neidich  Process 
Co.,  where  our  rib¬ 
bons  and  carbon 
paper  are  made,  is  under  the  direction 
of  J.  W.  Davis,  vice  president  and  gen¬ 
eral  manager. 

Mr.  Davis  has  been  associated  with 
President  S.  A.  Neidich  in  this  business 
for  more  than  30  years,  and  the  com¬ 
pany  is  fortunate  in  having  the  benefit 
of  his  long  experience. 

Analyzing  competitors’  merchandise, 
improving  upon  and  adapting  favorable 
features  to  our  own  line  where  feasible, 
keeping  in  touch  with  the  ever-chang¬ 
ing  demands  of  the  trade  are  Mr.  Davis’ 
hobby. 

Another  hobby  is  dogs  —  hunting 
dogs ;  and  he  is  probably  as  well  known 
in  this  field  of  sport  as  in  the  ribbon 
and  carbon  industry. 

Most  of  our  managers  have  had  con¬ 
tact  with  Mr.  Davis  through  his  control 
of  Branch  Office  Supply  Inventory.  In 
this  activity  Mr.  Davis  has  done  an  ex¬ 
cellent  job  by  finding  means  of  dis¬ 
tributing  slow-moving  and  inactive  in¬ 
ventory. 

The  Supply  Division’s  endeavor  is  to 
find  disposition  for  those  items  for 
which  some  branches  have  slight  de¬ 


mand.  4  his  is  being  accomplished  by 
transferring  such  merchandise  to  offices 
that  have  sale  for  it,  and  Mr.  Davis  is 
doing  this  with  the  least  possible  dislo¬ 
cation  of  inventory. 

The  division’s  contact  with  the  fac¬ 
tory  is  through  Mr. 
Davis.  He  is  ex¬ 
tremely  interested 
in  field  operations 
and  is  always  ready 
to  assist  in  any 
problem.  All  orders 
pass  through  his  de¬ 
partment,  and  he  is 
the  recipient  of 
complaints,  c  o  m  - 
ments  and  sugges¬ 
tions.  Since  Mr. 
Davis  has  person¬ 
ally  sold  the  same 
line  of  merchandise 
for  many  years, 
there  are  few  prob¬ 
lems  presented  to 
him  that  he  cannot 
recall  having  heard 
before  and  that  are 
not  familiar  to  him 
in  essentials. 

The  outstanding 
development  brought  about  during  the 
past  year  by  research  in  the  Burlington 
plant  has  been  the  DeLuxe  Typewriter 
Ribbon.  This  is  made  of  the  finest  cloth 
we  have  yet  been  able  to  find.  It  com¬ 
bines  an  extremely  fine  and  pleasing 
write  with  exceptional  durability.  This 
ribbon  is  particularly  adapted  to  the 
new  Underwood  Noiseless  typewriter 
but  gives  eminently  satisfactory  results 
on  Underwood  Standard  typewriters.  It 
costs  more  but  in  point  of  service  is  the 
most  economical  ribbon  on  the  market. 

A  point  made  in  previous  articles  in 
this  series  may  well  be  stressed  here 
again — namely,  that  our  line  is  as  com¬ 
plete  as  that  of  any  organization  in  the 
industry,  and  the  quality  and  uniform¬ 
ity  of  both  our  inked  ribbons  and  car¬ 
bon  paper  is  second  to  none  and  supe¬ 
rior  to  that  of  most  competitors. 

Mistakes — due  to  the  human  element 
— will  appear  in  any  manufactured 
product  in  spite  of  all  the  safeguards 
introduced.  If  and  when  this  occurs, 
salesmen  have  only  to  bring  it  to  the 
Supply  Division’s  attention  and  it  will 
be  immediately  rectified. 


Photo  by  Blank  &  Stoller 


J.  W.  Davis,  vice  president  and  general 
manager  of  the  Neidich  Process  Co., 
Burlington,  N.  J. 
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Presenting  Seven  Salesmen  Whose  Recent  Exploits  Constitute 
The  Most  Interesting  Sales  Reported  This  Month 


Tweed 

N  the  face  of  the  most  aggressive  sort 
of  competition,  A.  C.  Tweed,  sales¬ 
man  with  the  Philadelphia  branch,  ob¬ 
tained  a  very  satisfactory  order  from 
E.  I.  DuPont  de  Nemours  &  Co.,  of 
Wilmington,  Del. 

Long  a  user  of  Underwood  bookkeep¬ 
ing  machines  and  always  alert  to  new 
developments,,  the  DuPont  company 
was  in  the  market  for  some  new  equip¬ 
ment.  Competitors  constantly  have 
sought  the  account  and  welcomed  the 
opportunity  to  make  glowing  claims  for 
their  products.  When  they  were  called 
upon  to  substantiate  their  claims  in 
fact,  however,  they  took  the  count.  The 
DuPont  company  decided  to  buy  Un¬ 
derwoods  again  because  it  was  apparent 
no  competitive  machines  could  equal 
their  volume  of  work  and  mechanical 
stability. 

Mr.  Tweed  received  an  order  for 
eight  Model  2/14  machines,  six  Model 
3/14  and  four  Model  4/16. 

Ryan 

SALE  which  was  most  interesting 
because  it  marked  the  first  use  of 
our  accounting  machines  by  a  potenti¬ 
ally  large  customer  was  that  of  five 
model  No.  79510  Underwood  Sund- 
strand  accounting  machines  by  Sales¬ 
man  George  L.  Ryan,  of  the  Albany 
branch,  to  the  New  York  state  depart¬ 
ment  of  taxation. 

The  lead  which  resulted  in  the  sale 
was  obtained  by  a  canvass  of  the  State 
Office  building.  News  of  the  tax  depart¬ 
ment’s  needs  soon  got  around,  and 
manufacturers  of  five  other  makes  of 
accounting  machines  tried  to  get  the 
business. 

The  factors  which  finally  swung  the 
order  to  Underwood  Sundstrand,  how¬ 
ever,  were  the  speed  and  versatility  of 
our  product.  The  machines  are  being 
used  to  post  to  the  income  tax  return 
the  date,  serial  number,  amount  of  tax 
paid,  emergency  tax,  normal  tax  and  to 
make  out  deposit  slips  at  the  same  time. 
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Z  ontlein 

AST  September  W.  E.  Zontlein, 
salesman  in  the  New  York  City  add¬ 
ing  machine  division,  placed  an  Under¬ 
wood  Sundstrand  10140-P  on  trial  in 
the  New  York  office  of  a  large  western 
manufacturing  concern.  As  usual  the 
machine  made  good.  The  operators  fa¬ 
vored  it  and  the  manager  asked  permis¬ 
sion  from  his  general  office  to  buy  it. 
This  permission,  however,  was  denied, 
and  the  manager  was  instructed  to  pur¬ 
chase  a  competitor’s  multiple  key  ma¬ 
chine  because  of  a  discount  contract 
with  the  manufacturer  of  that  machine. 

The  competitor  placed  his  machine 
on  trial,  but  the  comparison  with  the 
Underwood  Sundstrand  was  very  un¬ 
favorable. 

Efforts  to  have  the  general  office  in¬ 
structions  changed  were  unavailing. 
And  then  Mr.  Zontlein  inquired  how 
the  concern  made  out  statements. 

He  was  told  they  were  pen  written! 
Immediately  he  had  a  model  No. 
8142P-7  placed  on 
trial  and  the 
month’s  statements 
were  written  on  it. 

This  machine 
made  even  a  big¬ 
ger  hit  than  the 
10140-P.  The  fact 
it  was  really  two 
machines  in  one 
and  cost  compara¬ 
tively  little  more 
was  a  great  attrac¬ 
tion  to  the  pros¬ 
pect.  When  these 
facts  were  given 
to  the  general  of¬ 
fice,  permission  to 
buy  came  back 
promptly.  Negoti¬ 
ations  took  three 
months  but  proved 
that  sometimes  it 
is  better  and  easi¬ 
er  to  sell  higher 
priced  machines. 


Warner 

HE  statement  that  Harry  M.  Warner, 
salesman  with  the  South  Bend,  Ind., 
branch,  sold  a  new  Underwood  Noise¬ 
less  to  the  Cass  County  Abstract  Co., 
of  Cassopolis,  Mich.,  isn’t  news. 

But  when  the  additional  facts  are  dis¬ 
closed  that  a  competitive  machine  was 
on  trial  in  the  abstract  company’s  of¬ 
fice,  and  that  the  company’s  chief  clerk 
was  a  brother  of  the  competing  sales¬ 
man — that’s  a  story. 

Mr.  Warner  was  canvassing  for  pros¬ 
pects  and  discovered  the  competitor’s 
machine  on  demonstration  with  the  ab¬ 
stract  company.  He  gave  a  short,  thor¬ 
ough  demonstration  of  the  new  Noise¬ 
less,  stressing  particularly  the  Inbuilt 
Key-Set  Tabulator  and  Tab  Stop  Clear 
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Key  which  seemed  particularly  to  im¬ 
press  the  prospect.  He  secured  the  or¬ 
der  without  further  difficulty. 


Walsh 


an  order. 

Witness  the  sale  by  Art  Walsh,  man¬ 
ager  of  the  Sacramento,  Calif.,  branch, 
to  Myer  Bros.,  Inc.,  a  Hollywood  fur 
shop. 

Art  was  in  his  office  at  11  o’clock 
one  night  when  he  saw  someone  stand¬ 
ing  in  the  darkened  street  entrance. 
Thinking  he  recognized  W.  M.  Coffman, 
Pacific  district  manager,  he  walked  to 
the  door  and  opened  it.  He  confesses 
he  experienced  an  uncomfortable  sensa¬ 
tion  in  the  pit  of  the  stomach  when  a 
man,  who  decidedly  was  not  Mr.  Coff¬ 
man,  walked  in. 

The  visitor  was  a  Mr.  Myer.  He  had 
just  discovered  the  theft  of  a  typewriter 
from  his  car  and  was  shopping  around 
to  decide  what  make  he  would  buy  the 
next  day.  Art  seized  the  opportunity  to 


tell  him  about  the  Underwood  and  sold 
him  a  Junior  Portable  that  night.  Mr. 
Myer  returned  the  good  favor  by  sitting 
down  and  entertaining  Art  until  after 
midnight  with  descriptions  of  silver  fox 
farming  and  stories  of  film  celebrities. 

Branchaud 

THE  Eagle  Ottawa  Leather  Co.,  of 
Grand  Haven,  Mich.,  recently  pur¬ 
chased  an  Elliott-Fisher  double  cross¬ 
footer  accounting  machine.  When  the 
installation  was  being  made,  M.  L. 
Branchaud,  manager  of  the  Grand 
Rapids  branch,  had  a  Sundstrand  add¬ 
ing  machine  taken  to  their  office  to 
assist  with  the  work. 

No  mention  was  made  of  the  machine 
at  first.  What  it  could  accomplish  was 
allowed  to  serve  as  its  introduction  to 
the  attention  of  the  leather  company 
officials.  It  did  not  take  them  long  to 
perceive  the  efficiency  of  the  machine, 
and  then  its  merits  were  pointed  out  in 
systematic  fashion.  Result — sale  of  an 
adding  machine  in  addition  to  the  ac¬ 
counting  installation. 


Mr.  Branchaud  says  he  has  made  a 
regular  practice  of  having  a  Sundstrand 
adding  machine  delivered  to  the  offices 
of  purchasers  of  accounting  machines 
at  the  time  the  installation  is  being 
made.  The  men  installing  the  account¬ 
ing  machines  use  the  Sundstrand  in 
their  work,  and  in  the  majority  of  in¬ 
stances  the  adding  machine  sells  itself 
to  the  customer.  He  reports  several 
sales  made  in  this  way  and  recommends 
the  practice  to  other  offices. 


S  met  hie 

THE  more  difficult  a  deal  appears,  the 
better  W.  B.  Smethie,  salesman  with 
the  Richmond,  Va.,  branch,  likes  it. 

With  a  new  Underwood  Noiseless 
under  his  arm,  Mr.  Smethie  sallied  forth 
one  morning  and  headed  straight  for 
the  board  of  health  of  the  Common¬ 
wealth  of  Virginia.  There  was  an  op¬ 
erator  there  who  consistently  had  re¬ 
fused  to  look  with  favor  on  Underwood, 
and  Mr.  Smethie  wanted  to  see  that 
person. 


The  me?  deP^ted  in  caricature  below  are  actually  such  good  salesmen  that  they  do 
™t  need  any  coaching.  ’  Nevertheless,  they  are  shown  here  rolling  into  the  first  month  of 
in  gran  sty  e,  (etermined  to  do  bigger  and  better  things.  The  man  about  to  do  some 
horn  blowing  is  A  C  Tweed.  Holding  on  to  him  for  dear  life,  and  looking  slightly  as 
though  Ae  were  still  feeling  the  effects  of  a  strenuous  New  Year’s  eve,  is  M.  L.  Branchaud 
George  Kyan  holds  his  head,  although  why 
one  knows.  W.  E.  Zontlein  is  the  high  hat 
Harry  M.  Warner,  waving  a  greeting  to  the 
reclines  at  his  ease  atop  the  conveyance, 
tleman  in  the  high  boots  hooking 


he  should  have  a  headache,  no 
driver.  Inside  the  coach  is 
world  at  large.  A.  G.  W'alsh 
and  IV.  B.  Smethie  is  the  gen- 
a  ride  on  the  rear. 


tie  was  certain  that  the  outstanding 
qualities  of  the  new  typewriter  would 
break  down  what  had  heretofore  been 
an  invulnerable  sales  resistance. 

He  demonstrated  the  machine  thor¬ 
oughly  and  left  it  for  trial.  Evidently 
the  demonstration  was  all  it  should  have 
been,  for  when  he  returned  three  hours 
later  to  see  how  the  operator  was  get¬ 
ting  along,  he  was  handed  a  signed  or- 

[der!  With  this  as 
a  starter,  he  then 
proceeded  to  sell 
five  more  machines 
on  individual  or¬ 
ders  in  the  next 
few  days. 
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TO  UNDERWOOD  SUNDSTRAND 


Most  Large  Companies  In  This  Great  Industry  Now  Use  Our  Adding  Machines  Exclusively 


In  Offices  And  Stores 


MILLIONS  of  automobiles  and 
trucks  roll  along  city  streets  and 
country  highways,  their  high  speeds 
made  possible  by  the  fact  they  are  rub¬ 
ber  tired. 

Giant  dirigibles  float  through  the  sky¬ 
ways — their  gleaming  bags  made  of 
thousands  of  square  yards  of  rubberized 
fabric. 

Spreading  over  the  world  like  a  com¬ 
plicated  network  of  nerves  are  count¬ 
less  miles  of  rubber  insulated  wires. 
Without  rubber  insulation  civilization 
would  not  exist  as  we  know  it  today. 

In  hospitals,  surgeons’  gloves,  sheet¬ 
ing,  tubing,  air  cushions — all  are  of 
rubber.  On  the  business  man’s  desk, 
the  telephone,  his  fountain  pen  and 
other  articles  are  made  of  hard  rubber. 

The  importance  of  the  rubber  indus¬ 
try  to  our  daily  lives  cannot  be  calcu¬ 
lated.  Its  products  have  an  annual  value 
of  more  than  a  billion  dollars. 

It  is  not  surprising  that  this  vast  and 
efficient  industry,  like  many  another 
great  industry,  is  “switching  to  Under¬ 
wood  Sundstrand”  as  an  indispensable 
business  aid. 

In  Akron,  0.,  rubber  manufacturing 
center  of  the  world,  the  Underwood 
branch  considers  the  rubber  companies 
as  among  its  most  important  customers. 

The  use  of  Sundstrands  by  these  com¬ 
panies  dates  back  to  1916.  A  salesman 
had  made  many  calls  at  all  the  rubber 
companies  over  a  period  of  six  months, 


but  had  got  nowhere.  Finally,  on  one 
of  his  calls  at  the  Goodyear  Tire  & 
Rubber  Co.,  a  man  in  the  office  ma¬ 
chines  repair  department  admired  his 
persistence  and  decided  to  see  if  there 
really  were  merit  in  this  new  adding 
machine  which  the  salesman  claimed 
to  be  so  wonderful. 

The  Goodyear  man  was  very  im¬ 
pressed  by  a  demonstration.  A  machine 
was  left  for  examination  and,  of  course, 
was  purchased  soon  afterwards. 

The  following  year  the  B.  F.  Good¬ 
rich  Co.  ordered  its  first  Sundstrand. 
This  machine  was  a  model  C-2978  and 
is  still  in  daily  use,  requiring  a  mini¬ 
mum  of  mechanical  attention.  The 
Goodrich  company  is  very  proud  of  this 
old  machine  and  has  not  traded  it  in 
even  though  hundreds  of  Sundstrands 
subsequently  have  been  bought.  Their 
first  purchase  was  on  May  13,  1917. 

According  to  G.  R.  Windsor,  Akron 
branch  manager,  the  direct  subtraction 
possible  on  our  machine  at  a  time  when 
no  other  small  adding  machine  could 
offer  this  feature  paved  the  way  for  the 
volume  of  business  now  given  us  by 
rubber  firms. 


ROLL  GALL  OF  PROGRESS 

Goodyear  Tire  &  Rubber  Co. 

B.  F.  Goodrich  Co. 

Firestone  Tire  &  Rubber  Co. 

General  Tire  &  Rubber  Co. 

Miller  Rubber  Co. 


Since  1927  most  rubber  companies 
have  purchased  Sundstrands  exclusively 
for  offices  and  retail  stores.  Although 
the  companies  in  the  Roll  Call  of  Prog¬ 
ress  have  other  types  of  adding  ma¬ 
chines  in  their  equipment,  they  have  a 
majority  of  Sundstrands,  and  the  com¬ 
petitor  machines  date  back  to  1926  or 
earlier  and  are  being  replaced  gradually 
with  our  product. 

A  recent  sale  of  which  the  Akron 
branch  is  justly  proud  occurred  in  July, 
1933,  when  the  Goodyear  Tire  &  Rubber 
Co.  bought  65  Sundstrands  on  one  or¬ 
der  and  followed  this  a  week  later  with 
an  order  for  seven  more.  In  this  trans¬ 
action  37  competitor  machines  were 
traded  in. 

In  August,  the  Firestone  Tire  &  Rub¬ 
ber  Co.  wrote  to  our  branch  that  they 
were  standardizing  on  Sundstrand.  This 
letter  was  unsolicited.  The  action  came 
about  after  competitors  raised  such  a 
furore  that  the  Firestone  company  de¬ 
cided  to  call  for  exhaustive  demonstra¬ 
tions  of  all  makes  of  adding  machines. 
The  proved  superiority  of  Sundstrand 
resulted  in  their  selection  of  our  ma¬ 
chine  exclusively. 

All  the  rubber  companies  use  Sund¬ 
strands  not  only  in  their  domestic  or¬ 
ganizations  but  have  shipped  them  to 
foreign  offices  and  stores  all  over  the 
world. 

Thus  another  major  industry  which 
demands  the  best  is  “switching  to  Un¬ 
derwood  Sundstrand.” 
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U  E  F  NEWS 


TYPEWRITER  TALKS 

No.  6.  A  brief  of  distinctive  features  of 
the  Underwood  Noiseless — facts  that 
may  be  used  in  competition. 


NEW  Noiseless  is  sturdy  in  appear¬ 
ance.  Built  for  durability.  Pleas¬ 
ing  to  the  eye  because  parts  heretofore 
exposed  have  been  covered.  Pressure 
Control  Indicator  in  inconspicuous 
place  on  right  of  machine. 

Underwood  engineers,  realizing  im¬ 
portance  of  complete  visibility  from  op¬ 
erating  position,  designed  machine  with 
lower  front,  permitting  refinement  of 
many  operating  features. 

Operating  Features 
Inserting  Paper.  Inserting  paper  over 
Underwood  Paper  Table  against  a  real 
Lateral  Guide  assures  quick,  even  pick¬ 
up  due  to  lower  part  of  Table  being 
securely  pivoted  to  the  carriage  ends 
while  Paper  Shield  may  drop  to  suit 
varying  thicknesses  of  inserted  matter. 

Feed  Roll  Release  Lever.  This  is  in 
the  Underwood  position  on  right  of 
carriage.  When  necessary  to  straighten 
or  reinsert  paper,  it  may  be  partially 
depressed  with  palm  of  right  hand, 
leaving  both  hands  free  to  align  and 
steady  paper.  Slight  elevation  of  the 
palm  causes  Feed  Rolls  again  to  grip 
paper. 

Marginal  Stops — Setting  and  Remov¬ 
ing.  A  convenient  one-hand  operation, 
as  weight  of  hand  tilts  Paper  Table  for¬ 
ward  while  the  forefinger  adjusts  Mar¬ 
ginal  Stops. 

Line  Space  Lever.  Lower  and  there¬ 
fore  more  convenient. 

Line  Space  Ratchet  Detent  Release 
Lever.  A  new  feature  on  the  Noiseless 
and  just  as  useful  as  on  Standard 
model  No.  6  for  quick  return  to  writ¬ 
ing  line.  Be  sure  to  demonstrate. 

Center  Tie  Construction.  This  Un¬ 
derwood  construction  will  maintain  ad- 
j  ustment  permanently. 

Noise  Reducing  Feet.  Strong  and 
substantial.  A  generous  layer  of  felt 
has  been  placed  between  the  metal  cup 
and  rubber  feet. 

Other  Features  To  Bear  In  Mind 
Stencil  Cutting.  The  new  Under¬ 
wood  Noiseless  cuts  excellent  stencils 
by  merely  placing  a  reasonably  heavy 
bond  sheet  between  the  stencil  fibre 
sheet  and  backing  sheet.  Actual  dupli¬ 
cated  samples  will  be  sent  upon  request 
during  this  introductory  period. 

Manifolding.  The  standard,  all-pur¬ 
pose  cylinder  gives  satisfactory  carbon 
copies,  but  if  the  user  is  “manifolding 
conscious,”  furnish  a  “steel  cylinder.” 

Card  Attachments.  The  Strip  Card 
Attachment  accurately  aligns  and  posi¬ 
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tively  feeds  all  cards  not  more  than 
four  inches  deep.  (See  page  67  of 
Salesmen’s  Price  Book.)  For  small 
cards  in  duplicate,  checks,  or  for  ad¬ 
dressing  many  envelopes,  use  Strip  At¬ 
tachment  with  celluloid  edge.  (See 
Commercial  Engineering  Sheet  No. 
111.)  Both  attachments  may  be  easily 
removed  when  machine  is  desired  for 
correspondence. 

Questionnaire 

In  our  efforts  to  maintain  leadership 
of  the  Underwood  Noiseless  for  secre¬ 
tarial  typing,  a  duplicated  letter  has 
been  prepared  marked  for  the  attention 
of  the  “Secretarial  Typist.”  A  two- 
question  questionnaire  is  attached.  On 
request  a  limited  number  will  be  sent 
each  Branch  to  be  distributed  by  sales¬ 
men,  under  Manager’s  direction,  to  sec¬ 
retaries  who  think  clearly  and  whose 
opinion  will  be  valuable  for  our  tech¬ 
nological  record. — J.  A.  B.  Smith. 


LEGAL  SUBTLETY 

Southern  attorney  displays  keen 
knowledge  of  human  nature  and  adopts 
novel  method  of  determining  typewriter 
merits. 

A  LAWYER  in  Raleigh,  N.  C.,  want- 
**  ed  to  purchase  a  new  typewriter. 
He  let  his  wants  be  known  and  received 
calls  from  salesmen  of  several  different 
makes. 

To  each  one  he  said:  “Of  course,  the 
company  you  represent  puts  out  the 
best  typewriter  on  the  market.  But  next 
to  your  own  line,  what  machine  do  you 
personally  consider  best?” 

Without  hesitation  every  salesman 
replied — “The  Underwood.”  The  canny 
attorney,  making  allowance  for  the  nat¬ 
ural  bias  of  the  individual  salesmen, 
decided  Underwood  must  be  the  best 
to  have  such  unanimous  support  and 
made  his  purchase  accordingly. 


A  Jewel  In  A  Fine  Setting 


Photo  by  F.  S.  Lincoln 


Katherine  Brush,  author  of  such  best  selling  novels  as  Glitter,  Little  Sins,  Night  Club  and 
Young  Man  of  Manhattan,  writes  her  stories  of  New  York  and  the  younger  generation  on 
an  Underwood  Portable.  The  machine  is  shown  above  on  the  desk  in  her  modernistic 

studio  in  New  York. 
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U  E  F  CLICKINGS 

Paragraphs  About  Good  Business 


Left  to  right,  hack  row,  Samuel  Aronson,  A.  H.  Peters,  H.  E.  Geronne;  left  to  right,  front 
row,  F.  W.  Springer,  R.  H.  Johnston  and  K.  J.  Gordon. 


SUNDSTRAND  EXPERTS 

New  York  adding  machine  salesmen 
perfect  themselves  in  touch  operation  of 
their  product. 

THE  New  York  adding  machine  divi¬ 
sion  recently  held  a  contest  which 
resulted  in  making  its  salesmen  adept 
in  touch  operation  of  the  Sundstrand 
machine. 

Each  Saturday  morning  32  sales  rep¬ 
resentatives  met  in  competition.  Con¬ 
testants  had  to  operate  the  machine 
entirely  by  touch,  using  as  copy  the  24 
columns  on  the  back  of  the  “Sundstrand 
Touch  Method  Operation”  chart.  Pen¬ 
alty  for  each  error  was  one  minute 
added  to  the  time.  Prizes  were  offered 
in  the  finals,  and  F.  W.  Springer  (time 
seven  minutes — one  error)  won  a  hat, 
and  R.  H.  Johnston  (seven  and  one-half 
minutes- — two  errors)  two  neckties. 
Samuel  Aronson  wiis  a  close  third  with 
time  of  seven  three-fourths  minutes  and 
three  errors. 

M.  H.  Paddock,  Jr.,  division  manager, 
suggests  other  salesmen  in  our  organi¬ 
zation  may  want  to  test  their  skill,  us¬ 
ing  Mr.  Springer’s  time  in  the  contest 
as  par. 

UEF  NEWS  will  he  glad  to  hear  of 
contests  of  this  and  a  similar  nature 
with  scores  attained. 

Seattle  Salesman  Swings 
Splendid  Sales 

M.  M.  Merrill,  of  the  Seattle,  Wash., 
branch,  went  to  town  in  a  big  way  a 
few  weeks  ago.  He  began  by  getting 
an  order  from  the  Seattle  Times  for  53 
Underwood  typewriters — 48  correspon¬ 
dence  models,  four  6/18’s  with  10-key 
KSDT  and  one  Portable.  Then,  to  prove 
that  was  no  fluke,  a  few  days  later  he 
brought  in  an  order  from  Wilson’s 
Modern  Business  college  for  21  Under¬ 
woods. 

“How’m  I  doin’?”  he  hums,  and  the 
answer  is — “Swell,  Cap!” 
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New  Brochure  Issued 
On  Double  Crossfooter 

NEW  edition  of  the  “New  Model 
Elliott  Fisher  Double  Crossfooter” 
brochure  for  salesmen  has  just  come 
off  the  press. 

Its  former  blue  and  silver  cover,  long 
familiar  to  accounting  machine  sales¬ 
men,  has  been  changed  to  a  strikingly 
attractive  design  in  red,  black  and  buff. 

The  text  has  been  revised  and 
brought  up  to  date.  The  appearance  of 
pages  five  and  14  has  been  improved 
by  the  use  of  color  in  the  cuts,  thus 
adding  liveliness  and  interest  to  the 
booklet. 

A  new  set  of  forms  has  been  illus¬ 
trated  on  page  14  wherein  two  different 
New  Balances  are  automatically  calcu¬ 
lated,  the  extension  of  Distributions 
automatically  checked,  and  both  Old 
Balance  “pick-ups”  automatically 
proved  line  for  line. 

The  center  spread  cut  has  been 
changed  to  show  some  of  the  latest  fea¬ 
tures  now  available  for  the  machine. 

Safe  And  Sane  Underwood 
Favored  By  Paper  Company 

HE  Newton  Falls  Paper  Co.,  of 
Newton  Falls,  N.  Y.,  sent  a  letter  to 
our  Utica  sub-branch  as  follows: 

“Another  [competitor  make]  type¬ 
writer  in  our  office  threw  a  type  bar 
out  into  the  atmosphere  today  endan¬ 
gering  the  optic  of  our  esteemed  sec¬ 
retary. 

“Mr.  Schock  is  of  the  opinion  (in 
which  I  heartily  concur)  that  we  should 
replace  it  with  a  safer  and  saner  ma¬ 
chine. 

“Will  you  cpiote  us  on  No.  3  Under¬ 
woods  with  11  to  15  inch  carriage  with 
the  bale  type  of  paper  holder?  The 
snappier  you  make  this  the  better.  D. 
G.  Pearce.” 

Charles  J.  Brown,  of  the  Utica  office 
“snapped”  and  made  the  sale. 


J.  D.  Harrison,  Wilmington,  N.  C., 
salesman,  had  a  prospect  who  had  al¬ 
ready  promised  an  order  to  a  competi¬ 
tor.  Undaunted,  Mr.  Harrison  went  into 
his  act  with  a  tear-down  demonstration 
on  a  No.  6-11  typewriter  in  double- 
quick.  When  the  curtain  came  down 
on  the  act,  the  audience  (prospect) 
was  standing  in  the  aisles  cheering. 
The  prospect  bought  an  Underwood. 

J.  W.  Wehrley,  salesman  with  the 
Philadelphia  branch,  sold  150  model  F 
Portables  to  the  Bundy  Typewriter  Co. 

I.  M.  Bush,  salesman  with  the  Phil¬ 
adelphia  branch,  sold  three  Elliott- 
Fisher  double  crossfooter  machines,  for 
accounts  receivable,  and  three  single 
crossfooter  machines,  for  invoices  and 
sales  analyses,  to  the  Pioneer  Suspender 
Co.  This  seems  to  indicate  a  lot  of 
trousers  are  being  held  up  by  that  com¬ 
pany’s  suspenders. 

Repeal  is  expected  to  up  the  business 
of  the  Fresno  branch  since  this  office  is 
in  the  center  of  the  grape  area  of  the 
West. 

W.  R.  McDowell,  manager  of  the 
Charlotte,  N.  C.  branch,  reports  that 
the  Home  Owners’  Loan  corporation 
office  at  Salisbury,  N.  C.,  has  bought  10 
new  Underwood  Noiseless  typewriters 
and  has  standardized  on  this  model. 
The  sale  was  made  by  the  Rowan  Print¬ 
ing  Co.,  dealer,  in  the  face  of  stiff  com¬ 
petition,  because  they  were  equipped  to 
render  service  on  noiseless  machines. 

W  ithout  leaving  a  single  machine  on 
trial,  Howard  Shickley,  of  the  Philadel¬ 
phia  office,  sold  new  Noiseless  machines 
to  three  of  the  first  four  prospects  he 
called  on. 


Photo  by  J.  A.  Carpenter,  Boston 

A  wise  bird  is  the  owl — he  sticks  to 
Underwood. 


U  E  F  NEWS 


Buddies — Al  Tangora  and  W  illis  Willey  at 
the  Century  of  Progress. 


TANGORA’S  TRICKS 

|f  Champ  typist  enlists  aid  of  Tarzan- 
ish  individual  at  UEF  Century  of  Prog¬ 
ress  exhibit. 

T  HE  UEF  NEWS  undercover  men 
*  have  just  brought  to  light  a  story 
which,  although  old,  is  still  good.  It 
concerns  Albert  Tangora,  four  times 
world’s  champion  typist,  at  the  Century 
of  Progress. 

Albert  was  surprised  and  shocked 
one  day  to  observe  that  the  crowd  at 
the  UEF  exhibit  was  below  normal.  He 
wandered  out  to  the  Midway  to  see 
what  audiences  other  exhibitors  were 
drawing  and  had  no  sooner  stepped 
from  the  General  Exhibits  building 
than  he  perceived  a  man  who  he 
thought  was  Tarzan’s  uncle. 

He  introduced  himself  to  the  wooly 
individual  and  learned  he  was  not  Tar¬ 
zan’s  uncle  but  Willis  Willey. 

Mr.  Willey  said  he  had  lived  the  life 
of  a  nudist  for  15  years  in  the  moun¬ 
tains  of  Oregon  but  had  put  on  a  cou¬ 
gar  skin  to  visit  the  World’s  Fair. 

Albert  asked  the  back-to-nature  move¬ 
ment  if,  after  being  isolated  from  the 
world  so  long,  he  would  not  like  to  see 
the  latest  marvels  of  typing.  Mr.  Willey 
answered  he  would,  so  Albert  took  him 
to  the  UEF  exhibit,  gave  him  a  place 
on  a  platform  and  swung  into  his  act. 
In  a  few  minutes  the  attendant  crowd 
was  thicker  than  the  whiskers  on  Mr. 
Willey’s  chin. 
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South  Bend  And  Buffalo 
Branches  Win  Contests 

The  Western  district  November  sales 
contest  was  won  by  the  South  Bend,* 
Ind.,  branch  on  the  last  day — and  what 
a  day! 

Manager  W.  A.  Hazelton  received  a 
wire,  just  as  his  sales  team  was  round¬ 
ing  the  turn  and  coming  into  the  home 
stretch,  that  South  Bend  was  tied  for 
first  place. 

On  the  last  day  everybody  went  out 
for  orders,  and  here  is  the  list  of  sales: 

E.  L.  Roszel,  sales  agent  at  Fort 
Wayne,  two  adding  machines,  one 
Noiseless  and  one  Portable;  R.  W.  Sea¬ 
man,  two  6-11  Underwoods;  L.  V. 
Rogers,  (after  being  turned  down  three 
times)  an  Elliott  Fisher  double  cross¬ 
footer;  H.  M.  Warner,  one  Noiseless 
and  one  Portable,  and  C.  D.  Martin, 
one  Sundstrand. 

Buffalo-Providence 

In  the  Buffalo-Providence  sector, 
when  the  smoke  of  battle  had  cleared 
away,  it  was  at  last  discernible  that 
Buffalo  had  won  the  October  contest  by 
a  substantial  margin. 

Providence  played  in  bad  luck  in 
picking  Buffalo  when  the  sales  force  of 
the  Lake  Erie  city  really  was  hitting 
the  ball.  Although — as  C.  L.  Minton, 
Atlantic  district  manager,  pointed  out 
— Providence  did  a  job  that  was  far 
above  average,  Buffalo  smashed  through 
with  120  per  cent  of  its  quota.  And  an 
attack  like  that  is  not  to  be  stayed. 

Another  battle  between  these  two 
teams  for  November  and  December, 
during  which  Providence  had  a  chance 
for  revenge,  has  just  drawn  to  a  close. 
The  outcome  has  not  been  announced, 
but  it  is  certain  that  the  Rhode  Island 
aggregation  made  every  effort  to  even 
the  score  with  its  friendly  enemy. 

Board  Of  Education 
Praises  Sundstrand 

THE  Columbus,  0.,  branch  has  re¬ 
ceived  a  letter  with  a  postscript  that 
is  the  perfect  commentary  on  the  Sund¬ 
strand  adding  machine. 

The  letter  is  from  the  Board  of  Educa¬ 
tion  at  Marion,  0.,  and  the  postscript  is 
—“WHAT  AN  ADDING  MACHINE!” 

The  school  superintendent’s  office  in 
Marion  had  two  competitor  machines, 
and  Mr.  Emery,  of  the  Columbus  office, 
left  a  Sundstrand  for  trial.  Two  days 
later  the  sale  was  clinched.  The  feature 
which  was  liked  particularly  was  that 
tax  ratios  can  be  figured  on  our  ma¬ 
chine  through  the  use  of  reciprocals. 
The  school  has  never  taught  adding 
machine  operation  before  but  is  going 
to  now.  What  a  tribute  for  Sundstrand” 


RIVES’  WRINKLES 

|f  Care  of  bull  furroivs  forehead  and 
disturbs  rest  of  manager  of  Detroit 
branch. 

1/  K.  RIVES,  manager  of  the  Detroit 
•  branch,  has  been  charged  with  a 
responsibility  which,  he  says,  has  put 
wrinkles  on  his  brow  and  kept  him 
awake  nights.  The  responsibility  is  to 
escort  a  bull  across  the  United  States- 
Canadian  border. 

The  bull  has  been  purchased  by  Vice 
President  M.  S.  Eylar  as  an  addition  to 
his  herd  of  blooded  stock  at  Denton, 
Kans. 

The  source  of  Mr.  Rives’  concern  is 
a  promise  made  recently  to  his  sales 
force.  He  told  the  men  that  if  they  put 
Detroit  in  first  place  in  the  district 
sales  contest  for  November  and  Decem¬ 
ber,  he  would  spend  the  $50  manager’s 
prize  for  a  feed.  Salesmen’s  mouths 
have  begun  to  water,  and  Mr.  Rives 
fears  that  if  the  bull  arrives  before  he 
feeds  his  men,  they  will  eat  the  bull. 

The  animal  is  of  the  Aberdeen-Angus 
stock,  and  Mr.  Eylar  conceived  a  strong 
feeling  for  it  while  in  Scotland.  Mr. 
Rives  has  asked  authority  to  provide  it 
with  a  guard  while  in  Detroit. 

Note  T o  forestall  possible  misap¬ 
prehension  on  the  part  of  readers,  it 
should,  perhaps,  be  explained  that  the 
animal  in  the  photograph  accompany- 
ing  this  article  is  not  an  Aberdeen- 
Angus  bull. 

It  is  a  specimen  of  the  exceedingly 
rare  and  valuable  Hughes-Banner  -Mac¬ 
Gregor  strain,  collected  by  the  well 
known  livestock  fancier,  Andy  Cerruti. 
The  breed  is  noted  for  intelligence,  as 
may  be  seen  from  the  size  of  the  head 
in  proportion  to  the  body. — The  Editor. 
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FAMILY  NEWS 

Brief  Bits  About  People 


I  OHN  M.  HOLMES,  star  bookkeeping 
machine  mechanic  of  the  South 
Bend,  Ind.,  service  department,  was 
married  to  Katheryne  Williams  of  Indi¬ 
anapolis. 

Raleigh  Crist,  brother  of  Walter 
Crist,  Butte,  Mon.,  branch  manager, 
has  joined  the  adding  machine  division 
at  Seattle,  W ash.  F.  G.  Funk,  Seattle 
manager,  is  expecting  big  things  of 
Raleigh  and  has  not  been  disappointed, 
since  he  brought  in  a  $260  order  his 
first  week. 

Arthur  F.  Dancy,  salesman  with  the 
Charlotte,  N.  C.  branch,  was  married 
to  the  former  Miss  Lila  Mae  Lowry  at 
Statesville,  N.  C.  Mrs.  Dancy  formerly 
was  with  the  branch  as  collection  clerk. 

Don  Bassett,  accounting  machine 
salesman  at  Los  Angeles  for  the  past 
several  years,  has  taken  a  territory  in 
San  Francisco. 

Miss  Bertha  Towne  has  been  placed 
in  charge  of  the  accounting  machine 
school  and  employment  department  of 
the  Detroit  branch. 

H.  G.  Nelson  has  been  transferred 
from  the  accounting  machine  division 
to  the  adding  machine  division  of  the 
San  Francisco  branch. 

Verle  Martin  has  been  promoted  to 
service  foreman  at  South  Bend,  Ind., 
filling  the  place  of  L.  V.  Rogers  who 


recently  was  transferred  to  accounting 
machine  sales. 

E.  W.  King  has  been  appointed  ad¬ 
ding  machine  representative  in  the 
Grand  Rapids  territory.  Mr.  King  has 
been  a  resident  of  that  city  during  most 
of  his  business  career  and  formerly  was 
in  insurance.  That  he  has  a  host  of 
friends  will  add  to  his  success  as  a 
UEF  representative. 

Don  Cassidy  has  joined  the  adding 
machine  division  of  the  Portland,  Ore., 
branch  as  a  salesman. 

Miss  Frances  E.  Getchell  has  joined 
the  South  Bend,  Ind.,  branch  as  cashier 
and  stenographer. 

Joe  Rodgers,  salesman  in  Hollywood, 
visited  a  “Skill  Ball”  game  in  an 
amusement  park  to  demonstrate  an  ad¬ 
ding  machine  to  the  proprietor.  The 
prospect  kept  Joe  waiting,  so  he  de¬ 
cided  to  try  his  luck  at  the  game.  Be¬ 
fore  the  proprietor  was  ready  to  see 
him,  he  won  a  20-pound  turkey  and  $8 
in  cash.  He  didn’t  mention  this,  how¬ 
ever,  until  after  he  had  been  given  an 
order  for  an  Underwood  Sundstrand 
adding  machine. 

H.  L.  Huber,  accounting  and  adding 
machine  representative  in  the  Kalama¬ 
zoo  territory  of  the  Grand  Rapids, 
Mich.,  branch,  is  back  at  work  after  a 
few  weeks’  absence  due  to  an  opera¬ 
tion.  Sales  in  that,  territory  are  expected 
to  jump. 

R.  A.  (Dick)  Dooley  has  joined  the 
adding  machine  sales  force  of  the  Pe¬ 
oria,  Ill.,  branch.  He  has  turned  in 
some  good  orders. 


SPEEDY  SALE 

Peoria  salesman  proves  that  new  Un¬ 
derwood  sells  as  fast  as  proverbial  “ hot 
cakes.” 

AH.  PRILL,  salesman  with  the  Pe- 
•  oria,  Ill.,  branch,  believes  in  mak¬ 
ing  hay  while  the  iron  is  hot,  or  some¬ 
thing. 

While  A.  V.  Longenecker,  branch 
manager,  was  in  Chicago  attending  the 
unveiling  of  the  new  Underwood  Noise¬ 
less  before  Sales  Manager  Wright  and 
members  of  the  Chicago  organization, 
Mr.  Prill  took  out  one  of  the  new  ma¬ 
chines  and  sold  it  to  the  first  prospect 
he  showed  it  to. 

So  strongly  was  the  customer  im¬ 
pressed  with  the  product  that  he  in¬ 
sisted  on  having  it  immediately.  There¬ 
fore,  sale  and  delivery  were  completed 
within  a  half  hour  after  official  an¬ 
nouncement  of  the  new  machine. 

Shortly  after  this  event,  Mr.  Prill  at¬ 
tended  a  meeting  of  the  Peoria  Board 
of  Education  to  discuss  purchase  of 
typewriters.  Competitors  were  strongly 
represented,  and  until  after  midnight 
Mr.  Prill  sold  the  Underwood  and  met 
and  overcame  every  objection. 

After  a  four  hour  session  he  had  an 
order  for  nine  new  Underwood  Noise¬ 
less  machines,  trading  an  equal  num¬ 
ber  of  competitor  machines. 

UEF  Technical  Expert 
Gives  Lecture  Series 

R.  R.  W.  WOODWARD,  metal¬ 
lurgist  of  the  Underwood  Elliott 
Fisher  Co.,  is  giving  a  series  of  five 
lectures  at  Hartford,  Conn.,  in  a  course 
in  metallurgy  presented  by  the  Hart¬ 
ford  chapter  of  the  American  Society 
for  Steel  Treating. 

The  society  is  conducting  the  course 
during  the  winter  in  several  Connecti¬ 
cut  towns  to  give  men  in  shops  an  op¬ 
portunity  to  gain  practical  knowledge 
of  the  materials  they  work  with.  Dr. 
Woodward  is  a  past  president  of  the 
Hartford  chapter.  He  was  chief  of  the 
section  of  mechanical  metallurgy  of  the 
United  States  Bureau  of  Standards 
from  1914  to  1921. 

SYDNEY  S.  MYERS  DIES 

Sydney  S.  Myers,  of  Colfax,  Wash., 
an  exclusive  Underwood  Portable  dealer 
for  many  years,  died  Nov.  13,  1933.  He 
had  been  in  ill  health  for  two  years. 
While  not  a  direct  employe  of  the  com¬ 
pany,  he  was  almost  regarded  as  one 
because  of  his  close  co-operation  with 
the  Spokane  branch  and  his  enthusiasm 
in  furthering  the  use  of  Underwood 
typewriters.  His  many  friends  on  the 
west  coast  deeply  regret  his  passing. 

U  E  F  NEWS 


The  Peoria,  111.,  store  of  the  Underwood  Typewriter  Co.,  as  it  appeared  20  years  ago,  is 
shown  below.  The  picture  is  on  a  postal  card  dated  Feb.  11,  1914.  Left  to  right,  the  men 
before  the  store  are  Fred  Speer,  Tom  Haley  and  Arthur  H.  Prill. 
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CONTEST  IN  SIAM 

Users  of  Underwoods  take  first ,  sec¬ 
ond,  third  places  in  all  classes  in  first 
national  typewriting  competition. 

UNDERWOOD  typewriters  took  win, 
place  and  show  in  every  race  in  the 
national  typewriting  contest  held  in 

Siam  a  few  months  ago.  The  contest 

was  the  first  of 
its  kind  ever 
held  and  was 
staged  in  the 
Theatre  Royal  in 
Bangkok.  Re¬ 
sults  of  the  com¬ 
petition  were,  of 
course,  very  grat¬ 
ifying  to  Barrow 
Brown  &  Co., 
Ltd.,  of  London, 

Chalerm  Wongse  our  representa¬ 

tives  in  Siam, 
and  everyone  connected  with  UEF  in 
that  country. 

Seventy-eight  typewriters  were  used 
in  the  contest  in  which  there  were  four 
classes  of  competition — senior  English, 
student  English,  senior  Siamese  and 
student  Siamese. 

Best  speed  attained  in  any  class  was 
recorded  in  the  senior  Siamese  event. 
Nai  Chalerm  Wongse  won  this  compe¬ 
tition  by  averaging  70  words  a  minute 
for  a  half-hour.  He  also  won  third 
prize  in  the  senior  English  event  and 
was  awarded  His  Majesty  the  King’s 
cup  for  the  best  all-around  perform¬ 
ance.  He  is  secretary  to  the  headmaster 
of  Assumption  college  and  is  an  accom¬ 
plished  stenographer  and  typist  in  two 
languages.  He  is  thoroughly  “sold”  on 
the  merits  of  Underwood  machines,  and 
has  expressed  his  intention  of  assisting 
the  sale  of  our  typewriter  in  any  way 
possible. 


JOHN  J.  HINCHMAN  DIES 

Assistant  Secretary-Treasurer  W/ith 
Company  Since  1916. 

IOHN  J.  HINCHMAN,  64,  assistant 
•J  secretary-treasurer  of  the  Underwood 
Elliott  Fisher  Co.,  died  December  16. 
He  had  recently  undergone  an  opera¬ 
tion. 

Mr.  Hinchman  became  associated 
with  the  company  June  15,  1916,  as  an 
assistant  treasurer.  Later  he  was  made 
an  assistant  secretary  also  and  per¬ 
formed  most  efficiently  all  duties  dele¬ 
gated  to  these  offices. 

He  was  born  and  educated  in  Brook¬ 
lyn,  N.  Y.,  and  lived  all  his  life  in  that 
vicinity.  He  is  survived  by  his  wife, 
Mrs.  Julie  Rossiter  Hinchman;  a  son, 
William  R.  Hinchman;  a  daughter,  Mrs. 
Emma  H.  Brockelbank,  and  two  grand¬ 
children,  William  Rossiter  Hinchman, 
Jr.,  and  Julie  Hinchman  Brockelbank. 

JANUARY 


Underwood  Takes  Top  Honors 
In  Test  By  Public  Utility 

WHEN  nine  makes  of  typewriters 
were  subjected  to  a  thorough  and 
impartial  test  by  a  large  public  utility 
company  of  Boston,  the  Underwood 
scored  a  smash  hit  and  topped  all  com¬ 
petition. 

The  utility  firm,  like  any  truly  mod¬ 
ern  and  efficient  corporation,  does  not 
act  on  whim  in  buying  equipment.  It 
approaches  purchasing  problems  in  a 
scientific  manner  and  makes  accurate 
measurements  of  the  products  under 
consideration. 

When  it  was  in  the  market  for  type¬ 
writers,  a  mechanical  engineer  in  its 
employ  was  given  nine  machines  for 
trial.  Qualities  considered  were  price, 
appearance,  speed,  construction,  ability 
to  cut  hectograph,  ability  to  cut  mimeo¬ 
graph,  exertion  to  operate  and  ade¬ 
quacy  of  full  line. 

Machines  were  rated  on  a  point  sys¬ 
tem  in  which  the  best  machine  had  the 
lowest  total  of  points,  or  the  most  first 
places. 

Underwood  Standard  had  best  score 
with  35  points.  The  second  machine 
had  46  points,  and  the  make  scoring 
lowest  had  53  points.  As  a  result  of 
this  test,  the  company  has  standardized 
on  Underwood. 

C.  H.  Prentice,  manager  of  the  Bos¬ 
ton  typewriter  division,  said,  “I  have 
never  known  a  customer  to  go  into  the 
matter  of  typewriters  so  thoroughly. 
Credit  is  due  Salesman  Frank  Herwitz, 
and  we  at  Boston  thank  George  W. 
Campbell,  our  works  manager,  who 
aided  wonderfully  by  supplying  techni¬ 
cal  information  asked  for  in  the  test.” 


USING  THE  BEST 

Hobart  Manufacturing  Co.,  of  Troy, 
O.,  trades  in  large  number  of  still  ser¬ 
viceable  machines  to  obtain  new  Noise¬ 
less  model. 

PROGRESSIVE  concerns  know  it  pays 
dividends  to  keep  abreast  of  devel¬ 
opments  in  the  ever  changing  field  of 
business. 

Take  the  Hobart  Manufacturing  Co. 
of  Troy,  0.,  makers  of  electric  food 
preparing  machines,  as  an  example. 
This  firm  has  been  a  customer  of  the 
Cincinnati  branch  for  years,  virtually 
standardizing  on  Underwood  machines. 
Naturally,  however,  efforts  of  competi¬ 
tors  and  occasional  changes  in  the 
firm’s  personnel  have  made  it  necessary 
from  time  to  time  to  re-sell  the  com¬ 
pany  on  Underwood. 

Robert  Adams,  Springfield,  0.,  sub¬ 
branch  manager,  handles  the  account. 
Recently  he  called  on  a  Hobart  com¬ 
pany  official.  He  told  him  about  the 
new  Noiseless  machine — its  merits,  its 
advantages  over  previous  machines. 
The  company  was  using  Underwood 
machines  which  were  good,  but  as  the 
official  listened  to  Mr.  Adams,  the  fact 
occurred  to  him  that,  in  business,  ad¬ 
vantages  are  gained  not  by  having 
merely  what  is  good  but  in  having  what 
is  latest  and  best. 

This  was  not  a  new  idea  for  him  but 
he  just  hadn’t  thought  about  it  until 
Mr.  Adams  told  him  of  the  Noiseless. 
The  result  was  that  16  Noiseless  ma¬ 
chines  replaced  a  like  number  of  older 
Underwood  models  in  the  Hobart  offices 
as  a  means  of  increasing  still  more 
the  efficiency  in  that  large  and  already 
efficient  organization. 


Old  Underwoods  leave  office  of  Hobart  Manufacturing  Co.,  to  make  room 

for  Noiseless  models. 
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SEZ  YOU 

Davies  •  Knowles  •  Keeley  •  Hazelton  •  Seaman 


$  /Z  goes  tn  //.  A.  Davies  this  month  for 

s J  his  letter  which  appears  below.  Mr. 
Davies  is  a  salesman  with  the  Fresno, 
Calif.,  branch. 

UEF  NEWS  has  some  more  prize  money 
crying  for  distribution,  so  it  should  be¬ 
hoove  the  men  in  the  field  to  take  advan¬ 
tage  of  this  opportunity  to  earn  $5  with 
an  expenditure  of  almost  no  energy,  time 
or  trouble. 

Three  hundred  words  is  the  limit  on 
length,  and  a  letter  need  not  be  a  master¬ 
piece  of  composition  to  win  a  prize.  Topics 
may  be  personal  sales  experiences,  humor¬ 
ous  incidents,  bits  of.  business  advice,  re¬ 
miniscences.  If  you  have  any  suggestions 
or  criticisms  concerning  this  magazine, 
don’t  hesitate  to  send  them  in.  Criticism 
will  be  welcomed,  and  it  and  anything  else 
you  have  to  say  will  be  printed  gladly. 
This  is  the  readers’  department.  Make  the 
most  of  it. — The  Editor. 

Paraphrase 

A  customer  came  into  our  office  a  short 
while  ago  and  asked  for  a  used  portable, 
preferably  an  Underwood,  as  a  gift  for  his 
daughter.  In  the  smaller  cities  of  the  west, 
it's  like  looking  for  the  proverbial  needle 
in  a  haystack  to  find  a  USED  UNDER¬ 
WOOD  PORTABLE. 

The  sale  of  a  new  portable  was  our  only 
hope  of  getting  this  prospect  on  the  dotted 
line.  After  the  usual  sales  talk,  the  cus¬ 
tomer  still  was  inclined  to  hesitate  because 
of  the  difference  in  contemplated  cost. 

Some  additional  argument  was  needed 
to  get  the  customer  over  this  “hump  of 
hesitation.”  While  I  was  racking  my  brain 
for  a  hot  argument,  it  occurred  to  me  that 
an  advertising  letter  we  had  used  might 
be  paraphrased  to  help  the  situation.  The 
letter,  in  part,  was  as  follows: 

“We  would  like  to  suggest  an  Under¬ 
wood  Portable  as  a  graduation  gift.  It 
would  be  difficult  to  find  a  more  appropri¬ 
ate,  lasting  and  useful  gift  that  expresses 
your  careful  selection  and  judgment. 

“There  is  no  profession  in  which  the 
typewriter  does  not  play  a  part  and  no 
individual  as  fully  qualified  for  a  profes¬ 
sion  as  one  who  uses  an  Underwood.” 

Reassurance  of  the  customer  was  what 
was  needed — and  there  it  was.  The  dotted 
line — of  course  it  got  the  signature. 

H.  A.  Davies. 

Salesman 
Fresno,  Calif. 

Hit-arid- Run 

When  purchasing  typewriters,  adding 
and  accounting  machines  and  supplies,  the 
value  of  the  buyer’s  investment  is  measured 
by  the  service  he  receives  from  the  product 
and  our  company. 

Within  30  days  after  sale  and  delivery, 
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the  salesman  should  voluntarily  call  and 
see  that  his  patron  is  satisfied. 

Don't  be  afraid  to  go  hack  and  make 
sure  that  the  proper  use  of  our  product  is 
thoroughly  understood  and  that  the  buyer 
is  happy  with  it.  Even  though  there  is 
nothing  else  for  you  to  do,  your  customers 
will  be  greatly  impressed  with  your  “after 
sales”  interest,  and  the  dividends  will  come 
in  when  they  are  next  in  the  market  for 
your  type  of  products. 

Don’t  he  a  hit-and-run  salesman. 

I.  C.  Knowles. 

Branch  Manager 
Richmond,  Va. 

Old  Times 

The  big  item  to  me  in  a  recent  number 
of  UEF  NEWS  was  the  mention  of  the 
Philadelphia  (Brotherly  Love  and  Sisterly 
Affection)  branch  moving.  I  wonder  how 
many  now  in  our  organization  remember 
when  the  Underwood  delivery  wagon  (car¬ 
riage  seems  more  dignified)  was  running 
around  the  city  pulled  by  two  swell  look¬ 
ing  chargers?  That  was  before  the  gas 
buggy.  The  direction  of  those  chargers  was 
in  the  hands  of  George  B.  McClellan,  then 
manager.  Them  was  the  days! 

I  was  just  getting  the  hang  of  the  type¬ 
writer  then  (from  1907  to  1910)  with  a 
competitor  on  Walnut  St.,  when  I  went  to 
Denver. 

How  natural  the  old  Underwood  branch 
seems  in  that  picture.  From  the  crowd  in 
front  of  it,  the  manager  must  have  had 
that  player  piano  model  which  wrote  let¬ 
ters  by  the  thousands  an  hour  on  exhibi¬ 
tion  in  that  window! 

T.  C.  Keeley. 

Sales  Agent 
Alliance,  Neb. 

Advertising 

Those  of  us  who  have  been  wanting  some 
real  advertising  certainly  will  have  to  take 
our  hats  off  to  the  advertising  department 
and  all  others  who  have  made  the  wonder¬ 
ful  current  campaign  possible. 

We  wanted  this  kind  of  help,  so  now  it 
is  up  to  us  to  take  advantage  of  it. 

W.  A.  Hazelton. 

Branch  Manager 
South  Bend,  Ind. 

Star 

What  impresses  me  most  in  our  new 
Standard  Noiseless  is  the  fact  that  it  is  so 
distinctively  an  Underwood  product,  with 
so  many  Underwood  standard  operative 
features  that  create  immediately  a  favor¬ 
able  impression  on  all  Underwood  oper¬ 
ators. 

This  naturally  has  a  most  favorable  reac¬ 
tion  on  operators  of  foreign  machines  and 
all  typewriter  buyers  as  well. 


All  of  this,  with  the  wonderful  key  set 
tabulator  and  the  improvement  in  carbon 
copies  is  surely  making  them  sit  up  and 
take  notice.  It  is  the  STAR  of  the  Under¬ 
wood  line. 

R.  W.  Seaman. 

Salesman 
South  Bend,  Ind. 
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nati,  A.  E.  Zugelter;  Cleveland,  L. 
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Chicago,  F.  C.  Snow;  Davenport, 
W.  A.  King ;  Des  Moines,  H.  K. 
Parsons;  Green  Bay,  C.  B.  Bretzke; 
Indianapolis,  L.  A.  Cory;  Milwau¬ 
kee,  C.  M.  Murphy;  Minneapolis, 

S.  S.  Baker;  Omaha,  Marion  Dennis; 
Peoria,  A.  V.  Longenecker;  Rock¬ 
ford,  W.  A.  Walkup;  South  Bend, 
L.  V.  Rogers ;  St.  Louis,  L.  G. 
Davidson;  Kansas  City,  F.  M.  An- 
glim. 

Pacific  District 

Boise,  A.  J.  Salisbury;  Butte,  W. 
Crist;  Denver,  A.  D.  Brown;  El 
Paso,  H.  C.  Barbour;  Fresno,  L.  A. 
Weitz;  Los  Angeles,  Ted  Sloat; 
Phoenix,  G.  G.  Russell;  Portland, 
F.  G.  Aff;  Sacramento,  A.  G. 
Walsh;  Salt  Lake  City,  Berenice 
Daley;  San  Diego,  J.  J.  Voorhis; 
San  Francisco,  Selma  Stein ;  Seattle, 
Aurelia  Lonseth;  Spokane,  R.  C.  La 
Torres. 

Southern  District 

Atlanta,  Catherine  Barton ;  Bir¬ 
mingham,  W.  H.  Blaney;  Dallas,  B. 

E.  Stratman;  Houston,  0.  H.  Cook; 
Jacksonville,  J.  E.  Neahr;  Memphis, 

F.  A.  Lyon;  Nashville,  F.  H.  Her¬ 
rick;  New  Orleans,  J.  L.  Videau; 
Oklahoma  City,  M.  A.  Babcock. 

Export 

C.  Stevenson. 

Service 

George  Bender. 
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WHEN  the  world  paused  in  its  stride  and  slumped 
into  an  era  of  marking  time,  Underwood  Elliott 
Fisher  marched  on! 

Turned  its  great  factories  into  gigantic  laboratories. 
Launched  its  engineering  force  on  the  tremendous 
task  of  practically  recreating  every  office  machine  in  its 
great  line.  Girded  itself  against  the  day  when  the 
world  would  stop  thinking  of  Recovery  and  start 
thinking  of  Business. 

Today,  Underwood  Elliott  Fisher  faces  the  new  era 
with  new  and  complete  lines  of  Underwood  Type¬ 
writers,  Underwood  Elliott  Fisher  Accounting  Ma¬ 


chines,  Underwood  Sundstrand  Adding-Figuring  Ma¬ 
chines  and  the  supplies  that  are  a  part  of  them. 

After  all,  the  obligation  of  leadership  in  any  indus¬ 
try  is  TO  LEAD.  Underwood  Elliott  Fisher,  in  present¬ 
ing  its  new  line  of  office  machines,  has  accepted  its 
obligation. 

Underwood  Elliott  Fisher  not  only  sells  office  ma¬ 
chines  ...  it  services  them  for  life ! 

UNDERWOOD  ELLIOTT  FISHER  COMPANY 

Typewriters. ..  Accounting  Machines. . .  Adding  Machines 
Typewriter  Ribbons,  Carbon  Paper  and  other  Supplies 

342  Madison  Ave.,  New  York,  N.  Y. 

SALES  AND  SERVICE  ~  ~  ~  EVERYWHERE 


Listen  to  THE  VOICE  OF  AMERICA,  Underwood  Elliott  Fisher’s  great  pageant  of  the  air 
Thursday  evenings,  8:30-9:00  E.S.  T. . .  over  the  Columbia  Network. . .  Key  Station  WABC,  New  York 


An  ad  in  our  organization  s  great  campaign  to  bring  the  UEF  message  to  millions  of  magazine  readers. 
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